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Abstract 


The high demand in salesforce could not generate business students’ 
shift towards this profession despite prevailing global unemployment. 
Removing students’ reticence about sales careers can help motivate them to 
espouse sales careers, meet this demand-driven profession's challenges, and 
help eradicate unemployment. This study examines the impact of role- 
playing and guest speaker expert presentation through experimental 
research design by using a randomized trial method in changing students’ 
negative perceptions about a sales career with the intent to pursue it. This 
study used the t-test analysis that depicted the students’ perception 
regarding sales career and the regression analysis that elucidate a direct 
impact of student' perception on their intent to pursue a sales career. The 
results show that role-play and presentation by guest speaker interventions 
significantly impact the changing students' negative perceptions about sales 
careers. The regression analysis shows that all sales perception subscales 
directly impact students' intent to pursue a sales career. The study is useful 
for policymakers, sales experts, researchers, and practitioners. 
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Introduction 


The sales function is considered as the lifeblood of marketing and a 
professionally trained sales force. The world is facing a severe shortfall of 
professional salespeople today and in the future (Tytler, Bridgstock, White, 
Mather, McCandless, & Grant-Iramu, 2019). Despite the increasing demand 
for professionally trained salespeople, most business students are not 
interested in pursuing their careers in this field due to a lack of interest and 
negative perception of the sales profession. The students’ negative 
perception regarding sales career is associated with their thinking wherein 
they consider it low prestigious, unethical, and unimpressive. 

The role of different selling processes, sales management structures, and 
the strategic use of personal selling within the broader promotion mix is 
critical in a marketing plan (Katsikea, Theodosiou, & Makri, 2019). If 
students’ negative perceptions of a selling career prevent full exploration of 
the essential role sales can play in the broader marketing mix, educators 
have done damage to students and the business community by not 
addressing this issue (Boone, Kurtz, Khan, & Canzer, 2019). Following this 
line of research demands investigating factors that can change students’ 
negative perceptions about sales careers. 

Marketing educators intend to train students professionally and prepare 
them to serve in the market (Key, Czaplewski, & Ferguson, 2019). By 
investigating the role of role-playing and presentation of sales experts, this 
study may enhance students' intention to carry on a sales career. The study 
highlights the order in which these interventions impact students' perception. 
It guides marketing educators in applying non-conventional practices in the 
right order. The research is significant for strategic course development by 
offering new ways to introduce in business classes. We are investigating 
this problem in the context of a developing country, Pakistan. 


Research Questions 


This study focuses on evaluating the impact of role-playing and 
presentation of sales expert as educational practices in generating positive 
sales career perception, aimed at finding answers to the following questions; 
1. Do role-play and guest speaker expert presentations reduce the student's 

negative perception about a sales career? 

2. Will the students’ positive perception about sales career help them 
pursue their career in the sales profession? 

3. Which of the two interventions has a higher impact on reducing 
students’ negative perceptions about a sales career? 
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Objectives of the Study 


To answer the above questions, the objectives of the study are; 

1. To assess the impact of non-conventional and innovative teaching 
methods in changing students’ perceptions about sales careers. 

2. To examine the effect of students' perceptions about sales on their 
intention to pursue sales as a career. 


The Significance of the Study 


Barendsen & Henze (2019) illustrate the advantages of modeled 
learning as it provides a low-risk environment for business graduates 
compared to actual sale situations. The availability of this information 
develops a sense of sales efficacy among students. Sales education has 
drastically developed in response to the recent increase in demand for sales 
skills. Selling has become more sophisticated and solutions-oriented. Still, 
sales jobs go unfilled (Fogel et al., 2012). In response to the call for 
modernizing educational practices (DeBoer, 2019), this study proposes two 
interventions: role play and sales expert presentation tested on first semester 
students studying the principle of marketing class in a private sector 
university in Pakistan. Roleplaying activity by sales team and students 
interact and participate in developing an understanding of sales ethics, 
salespeople, sales career, and sales knowledge to improve their perceptions 
and understanding. A sales expert having ten years' proven experience in the 
sales and marketing field from a well-reputed organization is designed to 
deliver a presentation with a learning goal to enhance general perceptions 
regarding sales ethics, salespeople, sales career, and sales knowledge. 


Literature and Hypothesis Development 


Role Play 

Role-playing refers to a technique to study interpersonal behavior in 
which a person is assigned to do a task and assume that the set of conditions 
are real (Beauvois, & Joule, 2019). Barton & Stacks (2019) elaborate on 
role-playing as the most effective teaching method in sales literature. The 
usefulness of role-playing can be multiplied when students repeat their 
activities in the real-world (Damayanti, Parta, & Chandra, 2019). The 
method of role-playing helps get students’ attention and concentration in the 
class (Adams, 2019). Roleplaying improves the students' interpersonal 
communication skills by providing practical information about sales 
activities (Kao, 2019). Adding in sales role-playing activities can 
significantly add up students’ learning about sales functions (Flaherty et al., 
2019). In class, role-playing exercises give a chance to students to self- 
identify according to the situation. 
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It is a consensus among marketing educators that taking marketing 
courses motivates students to take on a sales career; further research is 
required to investigate the best curricula to achieve this goal (Nordstrom, 
2019). Dugan et al. (2019) investigated mock interviews' role in shaping 
students’ positive views about sales careers. The use of salesforce socialization 
in formulating students’ positive expectations can be a unique method in 
gaining students' favorable responses to the sales profession (Mulki, & Lassk, 
2019). Even though these techniques helped remove business graduates’ 
negative views, including such techniques is somewhat tricky. 

Engaging students in sales role-playing allows them to apply their sales- 
related skills and knowledge to a situation similar to the real-world 
environment (Boone et al., 2019). Haywood, & Mishra, (2019). explain that 
in introductory marketing classes, students grasp sales vocabulary and gain 
interpersonal skills while they refine these skills by participating in 
experiential activities, i.e., role-playing. Sales executives prefer to hire those 
who have role-playing experience in classrooms as better performers (Bush, 
2019). Following this line of research, this study hypothesizes that role-play 
activity by sales team and students when they interact and participate in 
developing an understanding of sales ethics, salespeople, sales career, and 
sales knowledge to improve their perceptions and understanding regarding 
them may positively impact their understanding of the intent to pursue sales 
career: 

H1: Role Playing can significantly improve students’ perception 

regarding sale career 


Guest Speaker-Expert Presentation 


Guest speaker appearance is one of the widely used non-conventional 
methods to motivate students. Students’ discretion to follow a sales career 
can be enhanced if they have enormous sales experienced (Ford, 2019). 
Kaushik & Schulte (2019) investigate that business graduates who have 
never interacted first-hand with any salesperson may take the sales 
profession in a negative sense. The sales peers can mitigate the negative 
perception among students by arousing innovation among students. 

Itani et al. (2019) suggest that an expert panel on sales significantly 
impact sales ethics and sales career. Mulki et al. (2019) also reveal a 
considerable impact of the sales expert group on students’ perception. 
Practical knowledge through a credible resource person can be a fruitful tool 
to develop their critical thinking. Cameron & Green (2019) argue that a 
person with vast sales experience can reduce students’ reticence the most. 
Following this direction, this study hypothesizes that a salesperson expert 
having handsome proven experience in a renowned organization may 
interact and deliver a presentation with a learning goal to enhance general 
and specific perceptions regarding sales ethics, salespeople, sales career, and 
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sales knowledge, to create a positive impact on students’ perception about 
their intent to pursue a sales career. 
H2: Guest speakers' presentation (sales expert) significantly impacts 
students' perception of a sales career. 


Sales Profession Subscale 


Based on the aforementioned sales dimensions: sales ethics, salespeople, 
sales career, and sales knowledge, Gringarten et al. (2019) aggregated 
various items from the literature to develop a parsimonious scale for 
measuring student intends to pursue a sales career after graduation. The sales 
profession subscale addresses the personal fulfillment and value of a sales 
job to the individual, while the salesperson subscale asks about the 
perception of and respect given to salespeople by others. Sales ethics 
addresses the ethical practices and responsibilities of salespeople. The 
salespeople subscale addresses the image of the salespeople. Sales career 
addresses the sales career's image concerning other careers available to the 
people to pursue this profession. Finally, sales knowledge refers to the 
individual's familiarity with sales practices and the ability to perform these 
processes. 

In the current research, Students’ perception about the sale, career acts as 
a mediating variable. The researcher is interested in knowing the impact of 
non-conventional teaching practices on students’ sales career perception, 
which influences their intention to follow a sales career. Based on the above 
arguments, we hypothesize that; 

H3: Reducing significantly sales perception will enhance the likelihood 

of a student's intent to pursue a sales career. 


about Sales Sales Career 
Guest Speaker Career 
Presentation 


Role Playing Students’ 


Figure-1: Change in Students’ Perception 
Research Methodology 


Research Strategy — Experiment 

Research design is an overall blueprint of how the research questions, 
broader and specific objectives of the study are to be addressed (Meeks et 
al., 2019). Following the research design onion, the present study's research 
design is experimental design, which helps identify the causal link between 
role play and sales expert presentation and the intention to pursue a sales 
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career (Janke, & Dickhauser, 2019). To test our study hypothesis, an 
experiment is conducted with Bachelor of Business Administration (BBA) 
students of a private university for both the interventions. Collecting 
longitudinal data can measure the change in students’ intention to pursue a 
sales career due to role play and presentation by sales experts. Keeping in 
mind the nature of the research question, the data was collected at two points 
of time, T1 and T2fromthe individual as a unit of analysis. 


Pilot Testing 

A pilot study is conducted before administrating the questionnaire to the 
actual sample. The questionnaires are distributed in BBA classes of two 
private universities. YousafZai, & Fareed (2019) suggested that students for 
the current study are chosen from their course's early semesters. Students are 
instructed to demonstrate their original responses without any manipulation. 
Further, they are assured that their responses are kept anonymous and will 
not impact their class grades. All students show some confusion while 
understanding the questionnaire items. Therefore, we have added some 
explanations for each subscale explaining the context of the study. Besides, 
oral instructions are also incorporated while collecting actual data. 


Population and Sampling 

The current study population is university students, further narrowed 
down to first-year marketing class business students as they are most likely 
to adopt sales as a career. These students have not established firm beliefs 
about sales careers; therefore, they can be guided. 

To draw a sample from this target population, we adopted a convenience 
sampling technique. Convenience sampling is used if little variation exists in 
a given population (Crane, Matten, Glozer, & Spence, 2019; Khan, Rehman 
& Hashmi, 2020)).In Pakistan, all students enter degree business class after 
completing twelve years of education. Further several centralized policies 
imposed by the Higher Education Commission on business schools make 
them very much similar. We conclude that little variation exists in the 
targeted population, business students at the bachelor level. The data is 
collected from the Bachelor of Business Administration (BBA) classes 
taught by a private university teacher. 


Randomized Controlled Trials 

The students are distributed between controlled and experiment groups 
by using randomized controlled trials to minimize researcher biases. Two 
BBA classes are selected to run this experiment. For each intervention, 
fifteen students are randomly assigned to participate in a particular 
intervention (e.g., role-playing and presentation by sales expert) for an 
experimental group, while no intervention is made with the controlled group. 
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Analysis and Results 


Applying Planned Interventions 

Two interventions Role-play and guest speaker experts are applied in 
phases with different stages. In phase 1, the activity of role-playing is 
applied. Before applying role-playing activity, preliminary data is collected 
from both controlled and experiment groups consisting of fifteen randomly 
assigned students. In the next stage, the role-playing activity is performed 
with students from the experiment group. A business simulation video is 
shown to students wherein an entrepreneur tries to sell his/her business idea 
in front of a group of investors. The students are then asked to perform the 
same activity and try to sell their business ideas. On the other hand, no 
activity is performed by the control group. In the final stage, data is collected 
from both the experiment and control groups to compare and identify any 
change in students’ perception and intention to pursue a sales career. 

In the second phase, the activity of the guest speaker presentation (sales 
expert) is performed. Again the students are divided into two groups by 
using the technique of randomization. The students in the experiment group 
attended the presentations. The purpose of presentations is to teach students 
about real practical sales practices. The presenter shared his personal 
experiences regarding personal selling, sales ethics, and career development 
in this area. However, no such presentation is given to students of the control 
group. The data is collected from both groups before and after the 
application of this intervention. The data for each of the two interventions is 
collected from two groups comprising 15 students in each group with a 
male, female distribution according to the relative strength of class at T1 and 
T2, as shown in Table 1. 


Table 1: Detail of Intervention in Experiment and Controlled Groups 


Experiment Group Controlled Group 
T1 T2 T1 T2 
Intervention ð j D ï 
2 E 2 E 2 E 2 T 
S = S = S = S = 
2 e 2 £ = S 2 £ 
9 6 9 6 10 5 10 5 
Role Playing 
Guest Speaker 8 7 8 7 9 6 9 6 
Presentation 
Total 30 30 30 30 
Observations 
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Analytical Strategies 

To test our study hypotheses, data is analyzed using SPSS and 
investigating the difference in pre-test post-test observation for both 
experiments and controlled groups. The t-test is used. Students’ perception is 
analyzed for both studied interventions. A comparative analysis is also 
conducted to examine more effective non-conventional teaching practices. 
Finally, regression analysis is conducted to examine the impact of sales 
perception on students’ intent to pursue a sales career. 


Data Screening: Missing Values, Data Normality, and Outliers 

In social and management sciences research, different problems and 
issues faced by research in the data or model, such as missing values and 
outliers in the data while omitted variables biases and issues of heterogeneity 
and endogeneity, which results in an inappropriate finding (Khan, Saif, Jabri 
and Rahman, 2020; Khan, Rehman, and Hashmi, 2020). In social and 
behavioral sciences, the researchers often face missing values (Fallon, 
2019). Missing few values do not impact statistical results. However, 
missing values in large quantities may generate serious concerns in final data 
analysis and lead to unreliable results. Some of the statistical tests cannot be 
performed in the presence of missing values. Following these guidelines, we 
found that out of 120 cases, 7 cases were very critical because of 60% 
missing data, which are excluded from the final analysis. However, the 
missing values in nominal cases are filled in by the "replace with mean" 
method suggested by Mavrogiorgou et al. (2019). The analyses are 
performed in 113 cases. 

The normality of the data can be calculated either through a statistical or 
graphical way (Petrie, A., & Sabin, C. 2019). Although both techniques are 
used for normality tests, a large set of graphical data analyses becomes 
unwieldy and impractical. As the current study's data file has 113 cases, we 
chose a statistical technique to test normality. In the first step, Kolmogorov- 
Smirnov and Shapiro-Wilk tests of normality were tested as reported in 
Table 2. This test showed significant values of all variables and indicated 
that data is not normally distributed. 


Table 2: Test of Normality 


Kolmogorov-Smirnov' —_ Shapiro-Wilk 


Sub Scales Statistic df Sig. Statistic df Sig. 
SP Mean 146 113 000 887 113.000 
SK Mean 119 113.000 926 113.000 
SP Mean 092 113 000.964 113.000 
SE Mean 093 113.000 976 113.000 
ITP Mean 129 113.000 922 113.000 


SP= Sales Profession, SK = Sales Knowledge, SP = Sales People, SE = Sales Ethics, 
ITP= Intent to Pursue 


175 Mumtaz Muhammad Khan, Asma Tahir & Muhammad Tahir Khan 


Another normality test is applied to verify the normal distribution of 
data, and the values of skewness and kurtosis are calculated. Values of both 
skewness and kurtosis for all items fall between +1.5 to -1.5, as reported in 
Table 3 the recommended values. These values established a quasi-normal 
distribution of our data set. 


Table 3: Values of Skewness and Kurtosis 


SP Mean SK Mean SP SE TIF 


Description Mean Mean Mean 
Skewness -1.399 -1.043 -.652 -.323 -1.039 
Std. Error of Skewness .113 .113 .113 .113 .113 
Kurtosis 1.131 1.225 1.429 -.156 1.134 
Std. Error of Kurtosis 229) 225 225 225 225 


Finally, the outliers in data were identified by using the Mahalanobis 
distance measuring method. (Sunderland et al., 2019) suggested that cases 
with Mahalanobis alpha level of .001 would be considered as outliers. By 
following (Souza, Aquino, & Gomes's, 2019) guidelines, we have calculated 
the critical chi-square value using four independent variables and found that 
no case has less than .001 value. Therefore, no outliers are found. 


Scale Reliabilities, Correlation Matrix and Impact on Intent to Pursue 
Sales Career 

Scale reliabilities, the correlation among sales perception subscales, and 
intent to pursue sales career support this study claims. The Cronbach alpha 
of all variables except the sales profession (0.69) is more significant than 
0.70, the recommended threshold value for scale reliability (Khan, Jabri, and 
Saif, 2019). Next, the Table shows the correlation among variables. The 
correlation among any two variables did not exceed.90, therefore, we did not 
find any multicollinearity issue among sales perception subscales. Further, 
the correlation matrix shows that all independent variables about sales 
perception are significantly correlated with the dependent variable, the intent 
to pursue. It provides initial support to our hypotheses. It is also essential to 
find out whether this favorable perception about a sales career leads to 
adopting a sales career or not? To test this hypothesis, the researcher regress 
sales perception subscales on students’ intention to pursue a sales career. 
Among all four sales perception subscales, sales knowledge has the most 
substantial impact (B=.398) on intent to pursue a sales career. On the other 
hand, sales ethics is lowest in students’ intent to pursue a sales career 
(B=.126) (Table 4). 
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Table 4: Sub-scale Reliability, Correlation, and Intent to Pursue Sales 
Career 


r Standa 
Variables Alpha rd B 1 2 3 4 5 


1. Sales Profession 0.69 0.250** 1 

2. Sales knowledge 0.72 0.398** 0.190 1 

3. Sales People 0.73 0.215** 0.250 0.266 1 

4. Sales Ethics 0.81 0.126* 0.080 0.452 0.103 1 

5. Intent to Pursue 0.75 0.514** 0.407* 0.610** 0.437* 0.773** 1 


* p < 0.05, ** p < 0.01 


Hypothesis Testing 

The impact of two teaching interventions, role-playing and guest 
speaker presentations, on students’ perceptions about sales, are highlighted 
through the difference in pre-test and post-test values. The results of the t- 
test show that the impact of sales competition on all four dimensions of sales 
perception remains significant, as shown in Table 5. Therefore, it supports 
our hypothesis H1. In analyzing the sales role-playing effect on students’ 
sales perception, the results describe that role-playing significantly impacts 
all sales perception dimensions except sales ethics. It supports our 
hypothesis H2. Finally, the application of intervention, guest speaker 
presentation shows partial support for our hypothesis H3. Only two sales 
perception dimensions show significant change due to the application of a 
guest speaker presentation. However, the perception about the sales 
profession and sales ethics dimension shows insignificant change due to 
guest speaker presentation. No intervention is applied to controlled groups. 
The t-test analysis shows the insignificant change in the pre-test and post- 
test means of each intervention's sales perception dimension. 


Table 5: Role-Playing Impact on Sales Perception Subscales 
(Experimental & Controlled Group) 


Dimension Role Play Presentation Guess Speaker 
Experimental Controlled Experimental Controlled 
Group Group Group Group 
T1 T2 T1 T2 T1 T2 T1 T2 


Mean Mean Mean Mean Mean Mean Mean& Mean 
& SD & SD &SD &SD & SD & SD SD & SD 


Sales 2.60 420 3.05 299 320 326 3.11(57) 3.13 
Profession (48)  (260** (32) (360 (35) (29) (42) 
Sales 2.38 4.25 2.63 265 3.00 3.66 2.67(.47) 2.66 
Knowledge (40)  (.33)** (41) (39) (45)  (52)** (.58) 
Sales 3.16 4.26 3.19 3.15 2.90 3.04 2.38(.61) 2.45 
People (58) (4D** (43 (52) (62) (.56)** (.56) 
Sales 2.88 2.52 290 2.78 3.84 3.78 3.71(.37) 3.77 


Ethics (58) (27) (4N (40 6.40) 32) (38) 
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Findings of the Study 


The t-test analysis shows that students' perception regarding sales 
careers is changed due to role-playing and guest speakers' presentations. The 
latter has a weaker relation between the two interventions. Finally, the 
regression analysis confirms that students’ perception directly impacts their 
intent to pursue a sales career. 

Applying the useful teaching model to sales topics, marketing educators 
can infer that effective teaching can help students think critically about the 
sales roles in marketing. Modern sales education helps students understand 
their sales-related skills and capabilities (Yeoh, 2019). It encourages 
students to learn more practical aspects of the sales profession. With this aim 
in mind, the researcher established and tested two interventions. 

Students’ perception about sales career is measured and analyzed by 
focusing on the following dimensions: 1) sales profession (the perceived 
value and level of fulfillment from sales career), 2) sales ethics (ethical 
responsibilities of salesforce), 3) salespeople (the societal view about 
salespeople) and 4) sales knowledge (theoretical as well as practical 
knowledge about selling activities). Students' perception of all four 
dimensions changes significantly after applying this intervention. 

The study findings also support researcher's hypothesis that role-playing 
play a significant role in changing students’ negative perception. Using role- 
playing as a perception-changing tool, the researcher found that students 
show a significant change in three dimensions of sales perception (sales 
profession, sales knowledge, and salespeople). However, this activity brings 
no change in students’ perceptions of sales ethics. It might be because, 
during sales role-playing, students’ focus remained on winning their project, 
and they were well prepared in terms of sales knowledge and sales 
profession. Another possible reason might be their exposure and interaction 
with investors (acting), not with customers. Therefore they could not face 
any ethical/unethical dilemma. 

The teaching intervention of guest speakers’ presentations brings a 
partial change in students’ perception of sales. By applying this intervention, 
students perceive salespeople and sales knowledge as positive but not about 
the sales profession and sales ethics. It might be because presentations given 
by guest speakers have more resemblance to traditional classroom lectures. 
The presentation skills of sales experts can be a potential factor in bringing 
in significant changes in students' perceptions. 

Finally, the researcher aims at examining whether the change in 
students’ perceptions can change their desire to adopt a sales career? The 
regression analysis shows the significant impact of students' perception of 
their intention to pursue a sales career. It shows that the primary reason for 
avoiding a sales career is the misconception about sales knowledge, sales 
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profession, salespeople, and sales ethics. Once this perception is eliminated, 
students are willing to adopt this profession enthusiastically. 


Implications and Future Directions 


In sum, the results of current research afford two significant 
repercussions for marketing educators and scholars in determining the 
antecedents of changing students’ negative perception: To admit the 
importance of socialization of future salesforce as a facilitative tool in 
guiding sales education pedagogy and to better prepare business graduates 
for sales career-focused on practical based sales job behavior. 

This study has several implications for different stakeholders. The study 
suggests new innovative teaching methods to equip students with real-time 
sales job skills and marketing educators' behaviors. The study also guides 
the policymakers in defining the sales curriculum by incorporating modern 
ways of teaching. Our research highlighted the importance of learning by 
doing techniques instead of traditionally class-based lecture techniques. 
Finally, it helps organizations to hire skillful salespeople having experience 
in activities similar to real sales practices. 

First, the interventions are applied to only one university. Further 
research can expand the generalizability of the study by applying 
interventions in more than one university. The comparison of students’ 
perceptions in different universities can enhance the scope of the topic. 

Only two role-play and guest speaker presentations are used in the 
current study to change students’ negative sales perceptions. Additional 
interventions such as sales competition, alumni guest speakers can be 
utilized to remove students’ reticence and increase their intent to pursue a 
sales career. The use of academic-industry linkages can also help students in 
ameliorating their conceptions about sales. These linkages expose students 
to real-time sales knowledge and practices and remove many of their 
fallacies about sales. 

The actual experiment study helps us establish a causal relationship 
between educational interventions and students’ sales perception. The 
insignificant changes in students' perception in the controlled group 
highlight that changes in perception in the experiment group are due to 
studied interventions. This study advanced our knowledge of sales education 
by conducting an experimental study in a developing country, i.e., Pakistan. 
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